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A. P. RICHARDSON

EDITORIAL
Hanging Out the Shingle
In these days when the accounting profession is offering in
creasing attractions to men starting out in life it is not astonishing
that there should be a good deal of discussion among the younger
men as to the methods by which they may properly establish them
selves in practice and share in the prosperity which attends the
practitioner of good standing.
The old question of the propriety of bringing one’s self to
the notice of the public by means of advertisement, circular or
other agency will probably never be definitely settled to the satis
faction of the novice.
The young man crammed full of accounting theory and im
bued with enthusiasm on the subject of his innate abilities will
almost always feel to begin with that all that is necessary to bring
himself into prominence is the announcement of his readiness to
be consulted. He feels that the wider the distribution given to
this announcement the better for himself and, incidentally, the
better for the public. Consequently, the attitude of the Institute
on the subject of advertising does not meet with the entire en
dorsement and approval of the young men who are not yet estab
lished.
A letter written by a young accountant to one of the established
members of the profession in a large western city so well presents
the view of many men in his condition that it is worthy of repro
duction. In the course of the letter the following paragraphs
occur:
It has been observed by the writer in a large percentage of cases that
the general idea of the layman in regard to the employment and duties of
the C. P. A. is rather hazy; many of them think that the detection and
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running down of defalcations is his sole object in life, and, unless some set
of circumstances arises under which it is necessary to check up an employee,
an accountant is never thought of nor employed. This may not be altogether
true in the east, where accounting has been earlier recognized and its ad
vantages realized, but the west has not advanced in education quite so rapidly,
and in the endeavor to correct this condition this letter is written.
Many papers have been written and read before the Institute advising
the accountant, and particularly the young one just setting out in business
life, as to the proper course of procedure in his efforts to procure business.
Almost all of them have been to the effect that he must not advertise, solicit,
approach, waylay, entice or blackjack prospective clients or the clients of
other accountants, but must establish himself in an elaborate suite of offices,
surround himself with a competent staff of stenographers, juniors, seniors
and chief assistants, calmly seat himself in his large chair with great dignity,
don his wisest look and await with all the patience he may possess the
coming of a large clientele. Any time he may find in which he is not occupied
with his dignified waiting may be employed in writing theses on the higher
branches of his profession, issuing daily orders to the staff, instructing them
in the most popular ways of killing time, and, last but not least, draw the
monthly cheques for payroll and office rent.
In other words, we are told very specifically what we must not do, but
very little aid has been given in determining just what we may do indi
vidually, with propriety, along the line of educating the layman and con
vincing him that the services of an accountant would be a benefit. Is it
not true that up to the present time the layman has been allowed to pursue
a course of self-education, which we all know to be a very slow process?
It has been found by modern educators that, using an engineering term, the
forced-draft method has achieved the quickest and best results, and it is
believed by the writer that some such method, if applied in behalf of the art
of accounting, would rapidly create more clients, thus benefitting the pro
fession as a whole.
Don’t you think that the Institute as a body should undertake this edu
cational duty rather than leave it to the individual ?
Would it not be ethical and good business on the part of the Institute
to create a fund of sufficient size to pay for a series of educational letters
to be published in trade and business association publications, setting forth
to retailers, jobbers, wholesalers, manufacturers, producers and banks the
advantages to be gained by proper accounting and auditing?
A series of such papers setting forth all the advantages of accounting,
promulgated with the authority and backing of the Institute, would un
doubtedly give the layman a truer, broader and more correct idea of the
object and aims of the profession, foster better business methods, bring
about a more stable financial condition, and incidentally aid the accountant,
both old and young, in his efforts to advance in his chosen line of endeavor
without having any occasion to overstep the bounds of propriety, as is some
times done when the individual is left to his own devices.

The suggestion contained in the foregoing letter relative to
dissemination of information by means of educational bulletins
or letters from the Institute was tried without any great amount
of success by the American Association of Public Accountants,
prior to the formation of the American Institute of Accountants.
Several concise and convincing pamphlets were prepared and it
was suggested to state societies of accountants that they distribute
these pamphlets among the business and financial public of their
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districts. The suggestion was adopted by a considerable number
of state societies, but after one or two experiments the plan was
dropped, and, so far as advices have been received, no great results
attended the effort.
There is, of course, a deal of truth in the statement made
in the foregoing letter that a man starting out for himself, without
friends or record to aid him, may wait for some time before
reaching a position of independence in the accounting world. We
cannot imagine any great public demand for the services of an
unknown and untried accountant, and it is quite clear that the
first few years of an accountant’s independent practice are apt to
be a period of abundant leisure and lean returns.
But the same thing may be said with equal force of the new
comers in every professional field. The inactivity of the young
lawyer and doctor have been the theme of comment and jest from
time almost immemorial. There is no reason to believe that the
young accountant should not go through the same period of
dearth as his brethren of the other professions.
As a matter of fact, however, the inactive time in the case of
an accountant is generally far less than among other pro
fessions because of the great demand which has arisen for account
ing services and the comparatively small number of practitioners.
It is not at all uncommon in these days to hear of clients seeking
accounting services and going from office to office without being
able to find any one with time to assist them. Consequently, the
young man who hangs out a shingle may attract an occasional
stray client and thereby begin to establish himself more quickly
than would a physician or lawyer in similar circumstances.
There is another difference between some of the older pro
fessions and accountancy in that many of the men who open new
offices have had several years’ experience in the offices of other
accountants. During those years they have probably acquired a
circle of friends who are familiar with the excellence or faults
of their accounting work. In all too many cases the young men
breaking away from an older organization try to take with them
some of the clients of their former employers. This is alto
gether reprehensible and should not be countenanced for a mo
ment, but the fact remains that many accounting practices have
begun with the seduction of clients of former employers.
It seems to us that it would be perfectly legitimate for the
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young man who desires to start an office for himself to retain
the friendship of the clients of the firm for which he has worked.
In all probability, those clients would be able to throw his way,
either directly or indirectly, a certain amount of work which would
be acceptable to any young practitioner.
In the letter which we have quoted above, the writer, for the
sake of emphasis, goes to extremes. Of course, there is no neces
sity for the young man starting out for himself to pay salaries or
to incur expenses beyond a modest office rent—if any rents are
modest nowadays—and his own living costs. The suites of offices
and large numbers of employes can be postponed until practice
warrants the expenditure of the additional money. In point of
fact, we have heard of new accounting concerns starting out with
much mahogany and green carpet which soon came to the point
of dissolution of partnership and in some cases to the appointing
of receivers. Had they adhered to plain desks and chairs for a
while they might be in existence still.
But in any case, whatever the conditions, we fail to see wherein
the use of advertisement would assist the young accountant. It
has always appeared to us that the business man or banker or
other potential client who would be charmed by advertising or
circular letters would be a client scarcely worth having. It is
difficult to imagine a man of good sense employing a doctor who
advertised or a lawyer who advertised on the strength of the
advertisement only. It seems even more extraordinary that there
can be any man in business who is willing to lay before a total
stranger the most intimate details of his business affairs without
something more convincing as to the accountant’s integrity and
standing than is any ex-parte advertisement.
Of course, every accountant who is worthy the name has a
feeling of sympathy with the young man who seeks to establish
himself in the profession; and the difficulty of overcoming the
lean years without actual disaster is one that is sometimes quite
real.
But, then, on the other hand, it is the rarest exception in any
business or profession or trade to achieve success without a certain
number of years of effort and possibly of privation.
The fact to be remembered is that the man who has the quali
fications of an accountant and the persistence to adhere to it will
ultimately reach the plane of those who have succeeded.

459

